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SCHOOL  CALENDAR 

1950—1951 

September  18,  1950  First  semester  begins 

November  17 First  term  ends 

November  22-27  Thanksgiving  vacation 

December  16  to  ( . 

January  2,  1951  f Christmas  vacation 

January  29-February  2 Mid-year  examinations 

February  2 First  semester  ends 

February  5 Second  semester  begins 

April  6 Third  term  ends 

June  4-8 Final  examinations 

June  10 Graduation  Day 

(All  legal  holidays  are  observed) 

1951  — 1952 

September  17,  1951 First  semester  begins 
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ADMINISTRATIVE  OFFICERS 
AND  FACULTY 


SANFORD  L.  FISHER,  B.S.,  Ed.M. 

President 

ALBERT  L.  FISHER,  B.S.  in  Ed. 

Dean 

JOSEPH  J.  CARTY,  LL.B. 

Treasurer 


BEVERLY  H.  BOWMAN,  B.S.,  M.S. 

Instructor:  Accounting,  Advertising 

ARTHUR  S.  BROWNE,  A.B. 

Instructor:  Business  Law,  Business  Organization,  Political  Science 
Member  of  Massachusetts  Bar  since  1913 

CHARLES  J.  COLLAZZO,  JR.,  A.B.,  M.C.S. 

Instructor:  Finance,  Management,  Marketing 

PARKER  J.  DEXTER,  A.B.,  M.C.S. 

Instructor:  Accounting,  Mathematics,  Typewriting 

MARION  F.  KENNEDY,  B.S. 

Instructor:  Shorthand  and  Typewriting 

james  a.  McLaughlin,  a.b. 

Instructor:  Business  Mathematics,  Economics,  English 

JOHN  E.  SULLIVAN,  A.B.,  Ed.M. 

Director:  Guidance  and  Placement 
Instructor:  Public  Speaking,  Salesmanship 

JESSE  W.  TEXEIRA,  B.S. 

Instructor:  Accounting,  Business  Mathematics 

REBECCA  K.  CARTER 

School  Secretary 
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OBJECTIVES  OF  FISHER 


The  aim  of  the  school  is  to  give  distinctively  professional  training 
to  selected  young  men  for  positions  of  responsibility  in  private 
business  or  in  the  business  of  government  in  as  short  a time  as 
possible  consistent  with  sound  teaching  practices.  The  instruction 
is  conducted  in  small  classes;  it  is  intensively  basic,  and  ample 
provision  is  made  for  individual  attention.  The  instructors  have 
exceptionally  valuable  collegiate  and  business  backgrounds;  all 
of  them  use  business-tested  and  proven  teaching  methods. 

Vocational  training  is  combined  with  cultural  subjects  in  a two- 
year  course  unequalled  by  any  comparable  educational  institution, 
and  at  the  completion  of  the  program  the  student  is  ready  for  im- 
mediate placement.  High  standards  of  scholarship,  discipline  and 
successful  student  placement  have  been  maintained  consistently 
at  Fisher  for  almost  half  a century. 


EMPLOYMENT  OPPORTUNITIES 

Fisher  maintains  a free,  lifetime  placement  service  to  help  grad- 
uates find  substantial  positions  in  which  they  may  be  successful 
and  happy.  The  school  cannot  guarantee  placement,  but  no  school 
anywhere  does  more  to  help  its  graduates  find  the  right  position. 
Sincere  and  honest  effort  to  help  the  employer  as  well  as  the  grad- 
uate has  won  the  Fisher  placement  service  the  respect  and  confi- 
dence of  businessmen. 

The  consistently  ready  acceptance  granted  by  business  to  grad- 
uates of  this  school  vouches  for  the  effectiveness  of  the  instruction 
and  the  quality  of  the  placement  service. 


THESE  EMPLOYERS  KNOW  FISHER 


AMERICAN  EXPORT  LINE 
ARMOUR  & COMPANY 
ATLANTIC  COAST  FISHERIES 
BOSTON  & MAINE  RAILROAD 
BOSTON  PORT  AUTHORITY 
CARTER'S  INK  COMPANY 
CENTRAL  R.  R.  OF  NEW  JERSEY 
CHANDLER  & COMPANY 
EMPLOYERS'  LIABILITY  INS.  CO. 
FIRESTONE  TIRE  & RUBBER  CO. 
FIRST  NATIONAL  BANK  OF  BOSTON 
FULLER  BRUSH  COMPANY 
GENERAL  ELECTRIC  COMPANY 


GENERAL  ELECTRIC  SUPPLY  CORP. 
GILCHRIST  COMPANY 
GOODYEAR  TIRE  & RUBBER  CO. 

H.  P.  HOOD  & SONS  CO. 
INTERNATIONAL  HARVESTER  CO. 
INTERNATIONAL  BUSINESS 
MACHINES  CORP. 

JORDAN  MARSH  COMPANY 
KOHLER  COMPANY 
KOPPERS  COMPANY 
LAIDLAW  & COMPANY 
MASS.  GENERAL  HOSPITAL 
MASS.  STATE  PUBLIC  WORKS  DEPT. 


4 


NATIONAL  CASH  REGISTER  CO. 
NATIONAL  RESEARCH  CORP. 
NATIONAL  SHAWMUT  BANK 
NEW  ENG.  DRESSED  MEAT  & WOOL 
CO. 

NEW  HAVEN  RAILROAD 
NORWOOD  BANK  & BANKING  CO. 
PETROLEUM  HEAT  & POWER  CO. 
PITTSBUGRH  PLATE  GLASS  CO. 
PRUDENTIAL  LIFE  INSURANCE  CO. 
READING  RAILROAD 


REMINGTON  RAND  COMPANY 
ROBERT  GAIR  CO.,  INC. 

R.  H.  WHITE  COMPANY 

S.  S.  PIERCE  COMPANY 
STONE  & FORSYTH  CO. 

SWIFT  & COMPANY 
WHITING  MILK  COMPANY 
WM.  FILENE'S  SONS  CO. 

U.  S.  RAILWAY  MAIL  SERVICE 
U.  S.  INTERNAL  REVENUE  SERVICE 


ASSOCIATION  MEMBERSHIPS 


The  Administrative  Staff  are  members  of  the  following  organi- 
zations: 

ADVERTISING  CLUB  OF  BOSTON 

AMERICAN  VOCATIONAL  ASSOCIATION 

BOSTON  CHAMBER  OF  COMMERCE 

BOSTON  ROTARY  CLUB 

EASTERN  BUSINESS  TEACHERS  ASSOCIATION 

NATIONAL  BUSINESS  TEACHERS  ASSOCIATION 

NATIONAL  OFFICE  MANAGEMENT  ASSOCIATION 

NATIONAL  VOCATIONAL  GUIDANCE  ASSOCIATION 

NEW  ENGLAND  BUSINESS  COLLEGE  ASSOCIATION 

NEW  ENGLAND  EXPORT  CLUB 

PERSONNEL  MANAGERS  CLUB 

KIWANIS  CLUB 


LOCATION 


Fisher  School  for  Men  has  a superior  Boston  location  at  160 
Beacon  Street  between  Berkeley  and  Clarendon  Streets,  on  the 
famous  Charles  River  Embankment. 

The  impressive  building  itself,  together  with  its  ample  furnishings 
and  equipment,  makes  Fisher  particularly  suitable  as  a business 
school  for  men.  Prime  consideration  is  given  to  the  adequacy  of 
classrooms  and  to  proper  heating,  lighting,  ventilation  and  safety. 

A very  satisfactory  cafeteria  service  of  high  standards  is  main- 
tained. 

Greater  Boston  is  a mecca  for  students.  As  a cultural  city  it 
offers  much  in  art,  music,  drama,  recreation  and  entertainment  for 
the  leisure  hours.  The  great  banks,  nationally-known  corporations, 
famous  merchandising  establishments  and  numerous  smaller  or- 
ganizations make  possible  first-hand  observation  of  business  pro- 
cedure and,  moreover,  offer  a very  large  source  of  employment 
opportunities  for  Fisher  graduates. 
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BRIEF  HISTORY 


Fisher  had  its  origin  in  1903  when  it  was  founded  by  two 
brothers,  E.  H.  and  M.  C.  Fisher.  It  was  known  originally  as  Winter 
Hill  Business  College  and  later  as  Fisher  Business  College,  when 
additional  schools  were  established  in  Cambridge,  Roxbury  and 
Waltham. 

The  schools  were  co-educational  until  1936.  From  1936  to  1947 
only  training  for  girls  was  offered. 

Most  of  the  schools  were  centralized  in  Boston  in  1925  and  the 
last  school  was  relocated  in  1949  so  that  now  there  are  two  Boston 
locations,  one  for  men  and  the  other  for  girls.  Training  for  men  was 
reestablished  in  1947. 

The  entire  facilities  of  the  building  at  160  Beacon  Street,  Boston, 
are  for  the  exclusive  use  of  men  and  the  training  of  men  in  business 
management. 

The  school  at  118  Beacon  Street,  Boston,  is  for  the  professional 
secretarial  training  of  girls  exclusively.  Two  dormitories  at  112 
Beacon  Street  and  86  Marlboro  Street  house  seventy-five  girls. 

In  1944  the  school  was  incorporated  as  an  educational  institu- 
tion not  for  profit,  with  a board  of  trustees.  This  was  approved  by 
the  United  States  Government  and  the  Commonwealth  of  Massa- 
chusetts. 


ADVISORY  COUNCIL 

The  Advisory  Council  of  the  Fisher  School  for  Men  operates  to 
bring  the  school  and  the  swiftly  moving  fields  of  commerce  and 
industry  close  together  on  the  current  thinking  in  business,  course 
content,  realistic  instruction  technique,  vocational  guidance  and 
employment  placement. 

ELLIOTT  F.  ABBOTT 

Carter's  Ink  Co.  Cambridge,  Mass. 

ELMER  H.  BENEDICT 

Goodyear  Tire  & Rubber  Co.  Boston,  Mass. 

MICHAEL  A.  BIRNBACH 

New  Haven  R.  R.  Boston,  Mass. 


FRED  BRACK 

N.  W.  Ayer  Company 
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Boston,  Mass. 


PERCY  CAMERON 

Middlesex  County  National  Bank 

HARTWELL  R.  CONGDON 

Addressograph  Sales  Agency 

THOMAS  W.  COOK 
Lever  Bros.  Co. 

FOREST  W.  COUSINS 
H.  P.  Hood  & Sons 

JOSEPH  S.  DESMOND 

American  Export  Lines,  Inc. 

JOSEPH  D.  GRIFFIN 

Metropolitan  Life  Insurance  Company 

JAMES  H.  HAWES 

W.  T.  Grant  Company 

ERVIN  A.  HINDS 

First  National  Bank 

ERNEST  HOFTYZER 
Hearst  Corporation 

WILLIAM  J.  KIRBY 
The  Gilchrist  Co. 

ANDREW  C.  KUHN 
Stop  & Shop 

J.  FORD  McGOWAN 

Coca-Cola  Bottling  Co. 

GEORGE  L.  MOORE 
First  National  Stores 

DANIEL  F.  O' GRADY 

New  England  Tel.  & Tel.  Company 

RICHARD  O.  PALMER 

General  Electric  Supply  Co. 

ARTHUR  B.  PORTER 

Hood  Rubber  Company 


Somerville,  Mass. 
Boston,  Mass. 
Cambridge,  Mass. 
Boston,  Mass. 
Boston,  Mass. 
Somerville,  Mass. 
Boston,  Mass. 
Boston,  Mass. 
Boston,  Mass. 
Boston,  Mass. 
Boston,  Mass. 
Boston,  Mass. 
Somerville,  Mass. 
Boston,  Mass. 
Boston,  Mass. 
Watertown,  Mass. 


7 


FISHER  COURSES 
BUILT  FOR  LONG  RANGE  VALUE 


Business  Management  program  at  Fisher  is  designed  to  provide 
men  with  professional  business  training  for  future  careers  above 
the  level  of  routine  clerical  work. 

Management  is  the  determination  and  execution  of  policies  in- 
volving action.  Some  men  have  a greater  natural  aptitude  for  man- 
agement or  administrative  work  than  others,  but  for  the  most  part 
administrators  are  not  born;  they  are  made.  And  they  are  made  by 
an  intense  educational  process.  This  process  is  one  in  which  the 
first  steps  can  be  taken  to  advantage  under  the  experienced  guid- 
ance at  Fisher. 

The  long-range  advantage  of  a thorough  education  in  the  broad, 
basic  principles  of  business  should  be  obvious.  Consequently, 
during  the  first  year  at  Fisher  the  attention  of  each  student  is  di- 
rected mainly  to  those  functions  of  production,  distribution  and 
finance  which  underly  and  motivate  the  control  and  organization 
of  all  business  activity.  At  the  end  of  the  first  year  each  student  is 
required  to  choose  from  three  specialized  courses  the  one  which 
best  meets  his  individual  needs  as  a field  of  concentration:  Account- 
ing, Administrative  Assistant,  Salesmanship  and  Advertising.  The 
student  is  furnished  adequate  guidance  and  aptitude  testing  so 
that  he  may  be  correctly  assisted  in  the  selection  of  his  major  course 
of  study  for  his  second  year. 

MARKETABLE  SKILLS  TODAY 

While  each  of  the  three  specialized  courses  emphasizes  pro- 
fessional preparation  for  the  business  world  of  today,  each  is 
balanced  with  cultural  subjects  which  broaden  the  individual's 
background  and  increase  his  capacity  to  meet  the  problems  and 
responsibilities  of  citizenship  in  both  business  and  social  life. 
Subjects  of  this  type  have  been  carefully  chosen  and  include  Eng- 
lish, Public  Speaking,  Psychology,  Political  Science,  Marketing, 
Business  Law  and  Economics. 

Admission  standards  insure  acceptance  of  students  who  are 
capable  of  pursuing  these  courses  successfully,  and  arrangement 
of  schedules  is  such  as  to  make  maximum  use  of  the  hours  spent  in 
school.  Complete  records  of  the  progress  of  all  students  are  main- 
tained at  all  times. 
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BUSINESS  MANAGEMENT 

Major 

ACCOUNTANCY 

This  course  is  the  backbone  of  the  Fisher  program.  Accounting 
information  is  primarily  a tool  of  management  — - a necessity  for 
every  business  from  the  smallest  single  proprietorship  to  the  largest 
corporation.  Decisions  as  to  profit  distributions,  sales  prices,  points 
at  which  operating  economies  might  be  possible,  merchandise 
items  to  be  abandoned  or  to  be  stressed,  and  the  best  answers  to 
many  similar  questions  may  rest  on  the  figures  produced  by  the 
accountant. 

Although  the  emphasis  in  this  course  is  upon  Accountancy, 
graduates  are  thoroughly  prepared  for  employment  in  the  fields 
of  production,  selling,  advertising,  purchasing,  transportation, 
banking,  management  and  the  public  service.  The  accountant's 
knowledge  is  so  vitally  basic  that  many  men  with  accounting  back- 
grounds rise  to  responsible  positions  in  higher  management. 


COURSE  OUTLINE 
1st  Year 


1st  SEMESTER 


English  1 3 

Accounting  I,  II 5 

Business  Mathematics 2 

Business  Organization 2 

Business  Law 3 

Typewriting 2 


17 


2nd  SEMESTER 


English  Composition  II 3 

Accounting  III,  IV 5 

Business  Mathematics 2 

Principles  of  Marketing 2 

Business  Law 3 

Typewriting 2 


17 


2nd  Year 


1st  SEMESTER 


Accounting  V 4 

English  III 3 

Principles  of  Economics 3 

Salesmanship 3 

Accounting  VII,  Cost 3 

Accounting  IX,  Taxation 2 


18 


2nd  SEMESTER 


Accounting  VI 4 

Effective  Speaking 2 

General  Psychology 3 

Business  Finance 3 

Accounting  VIII,  Cost 3 

Industrial  Management 3 


18 
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BUSINESS  MANAGEMENT 

Major 

ADMINISTRATIVE  ASSISTANT 

The  demand  for  competent  male  Administrative  Assistants  con- 
stantly exceeds  the  supply.  No  employee  in  an  organization  enjoys 
greater  chances  for  rapid  advancement  than  an  executive  secre- 
tary. From  such  an  initial  position  thousands  of  men  have  traced 
a direct  path  to  distinctive  success. 

By  working  in  close  contact  with  successful  men,  absorbing  their 
methods,  meeting  people  of  influence  daily,  learning  the  intimate 
details  of  the  business  through  handling  the  correspondence,  and 
by  becoming  accustomed  to  view  all  questions  from  the  executive 
standpoint,  the  secretary  with  a sound  technical  and  professional 
training  has  little  difficulty  in  winning  advancement  in  the  business 
world. 


1st  SEMESTER 

English 

Accounting  I,  II 

Business  Mathematics .... 
Business  Organization.  . . . 

Business  Law 

Typewriting 


COURSE  OUTLINE 
1st  Year 


2nd  SEMESTER 

3 
5 
2 
3 
2 
2 

17 


3 English  Composition . . . 

5 Accounting  III,  IV ...  . 

2 Business  Mathematics . . 

2 Business  Law 

3 Typewriting 

2 Principles  of  Marketing 

17 


2nd  Year 


1st  SEMESTER 


Shorthand 6 

Typewriting 2 

English  III 3 

Salesmanship 3 

Principles  of  Economics 3 


17 


2nd  SEMESTER 

Shorthand 6 

Transcription 2 

Typewriting 2 

Effective  Speaking 2 

General  Psychology 3 

Prin.  of  Office  Management 3 


18 
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BUSINESS  MANAGEMENT 

Major 

SALESMANSHIP  AND  ADVERTISING 

Salesmen  are  made  not  born.  It  is  "must"  logic  to  say  that  every- 
one uses  salesmanship.  Everyone  sells  one  or  more  of  three  things: 
merchandise,  ideas  or  services.  Commerce  and  industry  want 
men  who  can  sell  — who  can  use  their  ingenuity  and  science  to 
produce  business.  This  fact  is  particularly  true  during  times  of 
economic  stress.  Good  salesmen  — the  producers  keep  their  jobs. 
Salesmen  who  respond  to  stimuli  from  their  directors  are  the  ones 
who  produce  most  of  the  world's  business,  and  their  remuneration 
is  commensurate  with  their  results. 

Advertising  is  one  of  the  great  forces  in  American  business  life; 
without  it  American  industry  could  not  have  achieved  its  record 
of  mass  production.  It  is  the  force  which  finds  and  develops 
markets  for  merchandise  and  services.  Advertising  can  be  used  to 
sell  an  idea;  to  find  and  classify  prospects;  to  precede,  assist  or 
follow  up  on  salesmen's  personal  efforts. 


COURSE  OUTLINE 


1st  Year 


1st  SEMESTER 

English  I 

Accounting  I,  II 

Business  Mathematics .... 
Business  Organization.  . . . 

Business  Law 

Typewriting 


2nd  SEMESTER 
3 English  Composition  II ...  . 

5 Accounting  III,  IV 

2 Business  Mathematics 

2 Principles  of  Marketing . . . 

3 Business  Law 

2 Typewriting 

17 


1st  SEMESTER 

Salesmanship  I 
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DESCRIPTIONS  OF  STUDIES 


ACCOUNTING  I AND  II 

A previous  knowledge  of  bookkeeping  is  not  required.  This  course  presents  the 
fundamental  principles  of  accounting.  It  is  intended  to  serve  those  who  wish  to 
make  accounting  their  profession  as  well  as  those  who  want  to  understand  ac- 
counting as  a tool  of  business.  The  bookkeeping  (accounting)  cycle,  credit  trans- 
actions, special  journals  and  ledgers,  valuation  accounts,  accrued  and  deferred 
items,  and  business  papers  are  presented  to  show  the  development  of  modern 
accounting  records. 

ACCOUNTING  III  AND  IV 

Accounting  I and  II  are  prerequisites.  Partnership  formation,  operation  and  dis- 
solution; corporation  accounting;  proprietorship,  accounts  and  records,  surplus, 
and  stocks  and  bonds  are  presented.  Accounting  procedures  and  the  voucher 
system  as  used  in  manufacturing  business,  together  with  departmental,  branch 
and  manufacturing  accountancy,  are  also  discussed. 

ACCOUNTING  V AND  VI 

Course  includes  an  intensive  study  of  accounting  statements  and  of  advanced 
and  technical  procedures  found  in  general  accounting  practice.  Single  entry  and 
incomplete  records,  inventories,  investments,  receivables,  valuation  of  fixed  assets, 
corporate  net  worth,  installment  sales,  consignments,  partnerships  and  ventures, 
application  of  funds,  analysis  of  financial  statements,  estates  and  trusts,  consolida- 
tions and  agency  and  branch  accounting  are  problems  presented  and  reviewed 
in  lectures  and  assigned  problems. 

ACCOUNTING  VII,  Mechanics  of  Cost 

A study  of  a job  order  cost  system  with  emphasis  upon  principles,  objectives  and 
techniques  in  the  control  of  manufacturing,  distribution  and  administrative  costs. 
Problems  involving  cost  controlling  accounts  and  subsidiary  records,  costs  of  ma- 
terial and  labor  with  inventory  and  payroll  records,  overhead  budgets,  methods  of 
distributing  overhead  to  departments  and  products,  and  factory  wage  systems  are 
studied  by  the  case  method. 

ACCOUNTING  VIII,  Specialized  and  Advanced  Cost 

An  advanced  course  in  cost  theory  and  methods.  Problems  in  process  costs,  by- 
product and  joint-product  costs,  standard  costs,  non-manufacturing  costs,  cost 
graphs,  managerial  reports  and  budgetary  control  are  presented. 

ACCOUNTING  IX,  Taxation 

Federal  and  Massachusetts  income  tax  laws  and  procedures  form  the  main 
emphasis  of  this  study.  Illustrated  and  discussed  are  practical  situations  and 
preparation  of  tax  returns.  The  problems  of  individuals,  partnerships,  corporations, 
estates  and  trusts  are  considered  in  detail. 
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ADMINISTRATIVE  ACCOUNTING 

Designed  to  furnish  those  majoring  in  Salesmanship  and  Advertising  with  a vital 
skill  which  might  prove  an  entering  wedge  to  employment.  Many  of  the  top-flight 
firms  like  qualified  younger  men  to  go  through  a seasoning  process  in  the  office 
before  they  become  outside  representatives.  Among  fundamentals  studied  will  be 
review  of  payroll  records,  basic  cost  principles  with  emphasis  on  costs  of  distribu- 
tion, construction  and  interpretation  of  managerial  reports,  study  of  graphs  and 
charts,  perpetual  inventory  systems,  and  branch  accounting  systems. 

ADVERTISING  I 

Business  fully  appreciates  today  that  “it  pays  to  advertise.”  Advertising  is  the 
voice  of  business  and  those  who  succeed  in  keeping  it  in  good  tone  are  very  well 
repaid.  In  this  study  one  learns  these  basics:  how  to  write  advertising;  how  to 
display  advertising;  publishing  media;  the  operating  side  of  advertising.  Detailed 
consideration  is  given  to  such  topics  as  customer  appeal  via  radio,  newspapers  and 
magazines,  and  other  means  of  advertising. 

ADVERTISING  II 

A course  planned  for  those  majoring  in  Salesmanship  and  Advertising.  It  pro- 
vides an  intensive  insight  into  both  the  theory  and  practice  of  the  many-sided  job 
of  producing  advertising  material. 

BUSINESS  LAW 

Here  the  student  becomes  acquainted  with  the  basic  legal  situations  met  in  busi- 
ness life  such  as  in  contracts,  sales,  insurance,  real  and  personal  property,  partner- 
ships and  corporations,  and  the  law  governing  negotiable  instruments. 

BUSINESS  MATHEMATICS 

Practically  every  phase  of  business  requires  some  knowledge  and  use  of  the 
fundamentals  of  arithmetic.  Here  are  reviewed  and  discussed  the  fundamental 
processes,  such  as  percentage,  simple  and  compound  interest,  bank  discount, 
cash  or  trade  discounts,  taxes,  insurance  depreciation,  bond  or  stock  evaluation. 
All  principles  are  developed  through  the  use  of  practical  problems. 

BUSINESS  ORGANIZATION 

To  lay  before  the  student  successively  the  chief  functions  of  business  — pur- 
chasing, production,  personnel-management,  the  credit  system,  sales  and  adver- 
tising, finance,  insurance  and  distribution  — is  to  show  him  a sort  of  panorama  of 
the  entire  field  of  commerce  and  industry.  This  study  will  enable  him,  later  on,  to 
make  intelligent  choice  of  that  particular  kind  of  business  for  which  both  his 
ambition  and  capacity  fit  him. 

The  business  world  has  many  types  of  organization  — individual  proprietorships, 
partnerships,  corporations,  trusts,  etc.  This  study  shows  the  differences  in  these 
types  of  organization,  their  advantages,  disadvantages,  their  purposes  and  how 
they  are  brought  into  being  and  coordinated  to  common  ends. 
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PRINCIPLES  OF  ECONOMICS 

Here,  the  following  basics  of  human  society  are  studied:  its  origin  and  the  history 
of  its  development;  the  factors  of  production;  the  division  of  labor;  the  forces  de- 
termining price,  money,  credit,  banking  and  exchange,  and  wages.  Also,  this 
subject  includes  a study  of  taxation,  of  government  revenue,  public  finance,  risk- 
bearing, profits  and  losses,  and  the  business  cycle.  Time  is  devoted  to  a discussion 
of  attempted  and  proposed  economic  reforms  and  "isms.” 

EFFECTIVE  SPEAKING 

An  essential  to  leadership  is  skill  in  speaking  in  business  conferences  or  publicly. 
The  ability  to  address  a group  and  speak  in  an  effective  and  interesting  manner  is 
a very  great  asset.  Frequently  it  has  been  the  first  stepping-stone  to  recognition 
and  success  for  many  men  in  commerce  and  industry.  The  basic  fundamentals 
that  will  be  presented,  discussed  and  practiced  include:  how  to  build  self-confi- 
dence and  use  your  voice  effectively;  how  to  develop  enthusiasm;  the  proper 
selection  of  subject  matter;  and  how  to  win  the  attention,  hold  the  interest  and 
persuade  your  audience. 

ENGLISH  I 

Just  as  money  is  the  medium  of  exchange,  so  English  — written  and  spoken  — 
is  the  medium  through  which  nearly  all  your  life  activities  are  carried  on.  In  this 
vital  study  the  student  is  given  direct  instruction  on  what  constitutes  accuracy  in 
the  use  of  words  in  sentences  and  you  will  apply  that  instruction  in  practice  exer- 
cises and  reviews.  Attention  is  paid  to  the  clearness  and  accuracy  of  the  thought 
as  well  as  to  the  basic  mechanics  and  method  of  expression. 

ENGLISH  II 

Advanced  business  correspondence  proficiency  is  the  objective  of  this  study. 
The  following  fundamentals  are  involved:  detailed  analysis  of  problems  in  the 
writing  of  application  letters,  complaints  and  adjustments,  credits  and  collections, 
sales,  inquiries  and  replies,  promotional  letters,  routine  letters  concerning  orders 
and  interdepartmental  matters,  form  letters  and  reports.  The  correct  business 
policy  as  applied  to  actual  cases  is  given  emphasis  as  well  as  the  form  and  the 
content  of  these  letters. 

ENGLISH  III 

The  man  who  cannot  convey  his  ideas  in  clear,  concise,  well-organized  writing 
is  distinctly  handicapped  in  the  field  of  business.  Analysis  of  business  problems 
and  report  writing  are  inseparably  combined,  therefore  the  emphasis  in  this  study 
is  on  the  following:  problem  research  and  analysis,  organization  of  material,  Eng- 
lish composition,  form  and  style  of  setup.  This  study  also  has  distinct  cultural  value 
in  that  it  includes  a survey  of  the  best  of  contemporary  literature. 

FINANCE,  BUSINESS 

This  course  deals  with  the  organization  and  financial  administration  of  modern 
business  corporations.  Among  the  topics  considered  are  promotion;  the  nature 
and  varieties  of  stocks  and  bonds;  the  sale  of  securities;  capitalization;  the  prin- 
ciples governing  the  management  and  investment  of  capital;  intercorporate 
relations;  and  the  procedure  and  problems  of  reorganization. 
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INDUSTRIAL  MANAGEMENT 

The  field  of  manufacturing  is  studied  in  some  detail  so  as  to  show  how  the 
factors  of  raw  materials,  plant  equipment,  workers  and  capital  combine,  under 
managerial  "know-how,”  to  make  industrial  production  the  science  that  it  is  today. 

PRINCIPLES  OF  MARKETING 

The  field  of  marketing  encompasses  the  business  activities  necessary  to  bridge 
the  gap  from  production  of  goods  to  their  consumption.  Main  emphasis  is  directed 
to  the  domestic  marketing  of  both  raw  materials  and  manufactured  products. 
Thorough  study  is  made  of  the  functions  and  channels  of  distribution  with  com- 
parative merits  of  various  types  of  middlemen,  distribution  policies  and  relative 
costs. 

PRINCIPLES  OF  OFFICE  MANAGEMENT 

Most  competent  men  who  enter  commercial  office  work  aspire  to  positions  of 
supervision  and  management.  To  manage  office  activities  successfully  requires  a 
thorough  knowledge  of,  and  broad  experience  in,  office  practices.  Careful  state- 
ment of  current  office  practices  and  principles  is  studied,  enriched  by  illustrations 
and  problems,  many  of  them  supplied  by  business  firms. 

POLITICAL  SCIENCE 

The  principles  of  American  government — federal,  state  and  local — can  be  under- 
stood and  applied  to  everyday  events  by  every  man  no  matter  what  vocation  he 
follows.  Special  emphasis  is  placed  in  this  course  upon  the  fundamental  sources — 
the  federal  and  state  constitutions — from  which  the  powers  of  government  are  de- 
rived. Class  discussions  and  outside  surveys  are  encouraged. 

GENERAL  PSYCHOLOGY 

Psychology  is  no  longer  a mere  academic  subject;  it  can  be  used  in  fighting 
wars,  in  selling  merchandise,  in  hiring  men,  in  educating  people,  in  reducing 
crime.  It  is  today  a significant  factor  in  almost  every  field  of  human  endeavor.  The 
emphasis  in  this  study  is  on  the  factual  and  the  practical  phases  of  psychology 
rather  than  on  "isms”  and  speculation. 

SALESMANSHIP  I 

It  is  an  unchallenged  truth  that  all  men  in  business,  regardless  of  whether  or  not 
they  are  in  the  sales  department,  find  it  necessary  to  sell  themselves,  their  ideas 
or  their  production  in  connection  with  their  work.  Salesmanship  has  won  very 
high  standing  in  business  and  has  money  rewards  equal  to  or  exceeding  those  of 
many  executive  positions.  This  study  acquaints  the  student,  by  theory  and  demon- 
strations, with  the  attitudes,  techniques  and  skills  imperative  to  successful  sales- 
manship. 

SALESMANSHIP  II 

This  study  is  designed  for  those  majoring  in  Salesmanship  and  Advertising.  The 
relation  of  selling  to  business  promotion  and  management  in  the  field  of  marketing 
is  closely  studied.  Emphasis  is  given  to  the  actual  selling  activity  and  constantly 
sales  demonstrations  and  experience  are  utilized. 
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SALES  PROBLEMS 

Many  of  the  problems  confronting  an  individual  salesman  are  of  his  own  making, 
arising  from  his  personality,  habits,  health,  education  and  attitude.  Other  prob- 
lems are  created  for  him  by  prospective  purchasers  and  are  a result  of  their  ex- 
perience, personality,  education,  needs,  ability  to  buy  and  authority.  Because  it 
deals  with,  and  largely  by  the  case  method,  sales  problems  created  by  the  human 
element,  this  study  is  of  absorbing  interest  to  those  who  like  activities  which 
involve  influencing  the  thoughts  and  actions  of  people. 

SHORTHAND 

Gregg  Method: 

PART  I (first  semester)  Completion  of  the  theory  by  the  Simplified  Method; 

penmanship  drills;  dictation  of  simple  matter. 

PART  II  (second  semester)  Constant  review  of  theory;  speed  dictation  of 
letters,  speeches,  editorials,  etc. 

Knowledge  of  shorthand  is  a priceless  business  asset. 

TRANSCRIPTION 

A study  in  the  making  of  typewritten  copy  from  shorthand  notes  — a skill  of 
remarkably  high  value  in  the  business  world.  This  study  includes  transcription 
speed,  setup  of  all  sizes  and  styles  of  letters  and  articles,  punctuation.  Special 
emphasis  is  placed  on  transcription  production  in  an  office. 

TYPEWRITING  I 

Mastery  of  the  keyboard  is  presented  here  together  with  daily  drills  for  rhythm, 
accuracy  and  speed,  centering,  arrangement  of  both  long  and  short-sheet  ma- 
terial, and  syllabication. 

TYPEWRITING  II 

In  this  phase  of  the  subject  the  student  studies  and  practices  the  making  of 
carbon  copies,  setup  of  all  styles  of  letters,  addressing  of  envelopes,  rough  drafts, 
tabulating,  manuscript  writing,  display  borders,  legal  papers  and  intensive  work 
on  speed  building. 

TYPEWRITING  III-IV 

This  study  consists  of  special  drills  for  high  speed,  setup  of  long  manuscripts, 
rough  drafts,  proofreading,  advanced  tabulating,  attainment  of  speed  in  recording 
figures  and  symbols,  cutting  mimeograph  stencils,  and  emphasis  on  production  of 
office  correspondence. 
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GENERAL  INFORMATION 


ADMISSION  REQUIREMENTS 

The  school  is  open  to  men  who  present  high  school  diplomas 
with  satisfactory  grades.  Eight  units  of  work  must  be  academic 
while  the  remaining  seven  may  be  in  any  field  of  study.  If  the 
grades  are  not  satisfactory,  or  unit  requirements  are  not  met,  an 
entrance  examination  is  required. 

Equal  consideration  is  given  to  the  veteran  or  non- veteran. 

The  school  is  approved  for  the  training  of  veterans  by  the  Board 
of  Collegiate  Authority,  Commonwealth  of  Massachusetts. 

This  school  is  accepted  by  the  immigration  authorities  as  an 
institution  qualified  to  receive  foreign  students  on  a visitor's  visa. 

ASSEMBLY 

A school  assembly  is  held  frequently  to  give  our  students  the 
opportunity  to  hear  the  views  of  prominent  speakers  upon  cultural 
and  vocational  subjects.  Many  of  these  speakers  have  a national 
reputation  in  business,  education  or  the  public  service.  They  give 
excellent  advice  to  the  students  on  career  selection  and  on  their 
opportunities  and  responsibilities  in  good  citizenship,  and  in  build- 
ing business  morality.  Problems  of  national  and  international  con- 
sequence are  also  presented  and  discussed. 

EXTRA-CURRICULAR  ACTIVITIES 

These  planned  activities  are  designed  to  promote  social  and 
character  development.  They  include:  Athletics,  Dramatics,  Glee 
Club,  the  School  Paper,  and  Student  Council.  Several  functions 
are  held  annually  such  as  the  Acquaintance  Party,  the  Hallowe'en 
Dance,  the  Winter-Formal,  the  Easter  Party,  and  the  Senior  Prom. 

"THE  EXCHANGE  CLUB" 

A distinctive  Fisher  feature  is  a placement  project  composed  of 
the  seniors  and  meets  weekly  during  the  several  weeks  just  prior 
to  graduation.  It  functions  with  marked  success  as  a dinner- 
discussion  club  to  exchange  ideas  with  prominent  business  per- 
sonnel managers  on  vocational  guidance  and  employment  oppor- 
tunities. 
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GRADUATION  REQUIREMENTS 

These  two-year  programs  require  the  taking  of  67  or  70  semester 
hours  of  work.  Not  more  than  twelve  hours  of  "D”  grade  can  be 
allowed  for  graduation.  Not  more  than  two  credit  hours  may  be 
failed  in  any  one  semester.  Five  hours  of  "D”  in  any  semester 
place  a man  on  scholastic  probation. 

All  A's  and  B's  place  a man  on  the  Dean's  List. 


GUIDANCE 

Fisher  is  very  mindful  of  "the  great  and  real  business  of  living, 
itself”  and  has  in  daily  operation  a vocational  testing  and  guidance 
program  carefully  adjusted  to  each  individual's  needs.  This  pro- 
cedure helps  greatly  in  the  correct  employment-placement  of  our 
students.  Included  also  in  the  guidance  program  are  the  develop- 
ing of  sound  character  for  leadership  responsibilities  and  the  build- 
ing of  personality  maturity  in  the  individual  student.  Real  effort 
is  made  to  increase  the  student's  degree  of  self-confidence  and  to 
enrich  him  as  a social  being  so  that  he  may  find  his  proper  adult 
place  in  a changing  world. 


DORMITORY 

Dormitory  accommodations  are  available,  and  they  are  excellent 
but  limited  in  number.  The  rooms  completely  occupy  the  top  floor 
of  the  school  in  an  attractive  and  quiet  setting  and  they  are  in  the 
charge  of  the  Housemaster.  A descriptive  bulletin  is  available  for 
those  interested  in  living  in  Boston. 


SCHOOL  OFFICE 

The  school  office  is  open  from  8:30  a.m.  to  4:30  p.m.  daily 
except  Saturday.  The  office  is  open  on  Saturday  by  appointment 
only. 

SCHOOL  YEAR 

The  Fisher  School  for  Men  opens  in  September  the  second  Mon- 
day after  Labor  Day.  A 38-week  year  is  conducted,  and  classes 
start  at  9 a.m.  daily.  There  are  no  Saturday  classes. 
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TUITION  AND  EXPENSES 

Tuition  is  $400  per  school  year,  payable  in  advance.  Tuition  may 
be  paid  quarterly  or  monthly  at  a slightly  higher  fee. 

Registration  fee  is  $5.00  payable  at  time  of  application  and  not 
returnable  unless  application  is  rejected  by  the  school.  Books  and 
supplies  cost  $40.00  to  $55.00  per  school  year. 

Student  Activities  fee,  $10.00  per  school  year,  payable  on 
entrance. 

Graduation  fee,  $10.00,  payable  at  beginning  of  fourth  semester. 

FINANCIAL  AID  FOR  STUDENTS 

Scholarships  are  awarded  on  the  basis  of  superior  scholastic 
records,  great  financial  need,  and  general  promise.  Eligible  to 
apply  for  such  aid  are  prospective  freshmen  who  are  graduates  of 
public  or  private  high  schools. 

Scholarship  awards  vary  in  amount  according  to  the  applicant's 
need.  Each  scholarship  man  may  be  expected  to  perform  some 
incidental  service  about  the  school. 


GEOGRAPHICAL  DISTRIBUTION 
OF  ENROLLMENT 

1949-1950 


MASSACHUSETTS 

Hyde  Park 

South  Duxbury 

Allston 

Islington 

Stow 

Andover 

Jamaica  Plain 

Swampscott 

Arlington 

Lawrence 

Townsend 

Attleboro 

Leominster 

Wakefield 

Ashmont 

Lowell 

Watertown 

Boston 

Lynn 

Westford 

Beverly 

Malden 

Winchester 

Braintree 

Mattapan 

Winthrop 

Brighton 

Medford 

Wollaston 

Brookline 

Melrose 

Cambridge 

North  Carver 

MAINE 

Canton 

Norwood 

Mechanic  Falls 

Charlestown 

Quincy 

South  Portland 

Chelsea 

Randolph 

Chestnut  Hill 

Reading 

NEW  HAMPSHIRE 

Dorchester 

Revere 

Concord 

East  Boston 

Rockport 

Keene 

Everett 

Roxbury 

Fitchburg 

Sharon 

VERMONT 

Haverhill 

Somerville 

South  Royalton 
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PLANNING  FOR  SUCCESS 

The  great  steel  magnate  Andrew  Carnegie  once  said,  "I  advise 
young  men  to  invest  the  early  precious  years  of  their  life  in  secur- 
ing a business  education  so  that  they  may  start  out  fully  equipped 
for  success.” 

President  Conant  of  Harvard  University  recently  was  quoted  as 
saying  that  two-year  colleges  are  urgently  needed  in  education 
today. 

This  advice  is  valuable,  for  in  the  business  world  of  today,  oppor- 
tunities are  numerous,  but  only  for  those  who  are  qualified,  and  the 
competition  is  very  keen. 

Business  training  not  only  enables  you  to  get  a better  position 
with  larger  earnings,  but  also  helps  you  to  manage  your  own 
affairs  better  and  to  assure  your  future  advancement.  Thus  the 
time  you  spend  at  Fisher  may  well  be  among  the  most  profitable  of 
any  period  in  your  life. 

At  Fisher  your  course  of  study  is  planned  in  accordance  with 
your  preference,  your  ability,  and,  therefore,  enables  you  to  make 
the  most  of  your  natural  aptitudes. 

Every  facility  of  the  school  is  directed  toward  helping  you  to 
carry  out  your  plan  for  success. 

You  will  work  and  study  with  other  ambitious,  progressive  young 
men  like  yourself,  under  the  direction  and  inspiration  of  capable, 
experienced  instructors. 

Every  aid  to  efficient  study  is  at  your  disposal  and,  in  addition, 
you  are  invited  to  participate  in  some  of  the  outside  activities  that 
are  an  important  part  of  the  modern  Fisher  plan  for  a full,  rounded 
school  life  in  preparation  for  a successful  career. 

CONCLUSION 

Business  training,  such  as  offered  at  Fisher  School  for  Men,  will 
help  insure  your  career-success. 

Any  further  information  desired,  we  shall  be  glad  to  furnish.  If 
you  decide  that  Fisher  may  serve  you,  we  shall  strive  to  do  it  well 
and  make  wholehearted  effort  to  place  you  in  suitable  employment. 
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APPLICATION  FOR  ENROLLMENT 


THE  FISHER  SCHOOL 

FOR  MEN 

160  BEACON  STREET,  BOSTON  16,  MASSACHUSETTS 

Date 

Name_ Age 

Address- ; 

(Street)  (City) 

Date  of  birth Telephone 

School  last  attended 

Date  of  graduation Course  taken 

□ ACCOUNTANCY 

□ ADMINISTRATIVE  ASSISTANT 

□ SALESMANSHIP  — ADVERTISING 

Date  of  entrance 

I,  — — _ , promise  to 

(Signature  of  person  responsible  for  payment) 

pay  all  charges  incurred  for  tuition,  books  and  supplies  by  the  above-named  individual. 

Method  of  payment  desired:  □ Cash  □ Quarterly  □ Budget  □ Veteran 

Father's  name 

Father's  occupation : — 

Business  address 

Mother's  name 

How  did  applicant  become  interested  in  the  school? 

Registered  by 

(To  be  filled  in  by  office) 


Registration  fee  of  $5  should  accompany  this  application 


(over) 


It  would  help  us  to  serve  you  better  if  you  list  your  interests,  ambitions, 
and  extra-curricular  activities  below 


Financial  reference: 

Name 

Address 

Character  reference: 

Name 

Address 

If  you  have  had  previous  training  in  these  subjects,  kindly  state  the  time  devoted  to  each. 
Bookkeeping Typewriting —Shorthand 


